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As a handy reference guide for its readers, BOOT 
& SHOE RECORDER is pleased to publish this 
comprehensive listing of the most important edito- 
rial contents to appear in B&SR during 1970. Most 
monthly columns are listed separately by column 
name. Major feature stories published during the 


year are listed by major theme and are cross-refer- 
enced by major points of the story. For instance, a 
Shoe School article that deals with employee theft 
would be found under “Crime,” “Employees,” and 
“Management.” Following each listing is the 
month of publication and the page number. 
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Checklist For Advertising Sept: 68 

Macy's Ad Aimed At Winning Over Men Oct 
5 

28 
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July: 56 
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May: 32 
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New Pressures For Free Trade July: 16 
Learning To Cope With Crime Aug: 28 
Taxes To Rise, But Where? Sept: 18 
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Cowboy Western Boots Saga Of Increas- 
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May: 32 
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Survey Shows Decrease In Use Of Credit 
Cards Oct: 27 
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Cashier Is Key To Stopping Cash Theft Feb: 
25 

Shoemen Cautious When Accepting Checks 
Mar: 31 

Denver Starts ‘‘Get Tough"’ Policy On Shop- 
lifters Apr: 26 

How Secure Is Your Security? June: 43 
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July: 28 
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Oct: 27 
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A Fresh View Of Consumerism & Fashion 
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Accessories: Building Blocks Of Profit Apr 
31 
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Sleep On Your Direct Mail Piece Jan: 52 
Building A Mailing List Apr: 51 
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29 
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33 
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31 

Play ‘7 Questions" For Extra Fashion Thrust 
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Sept: 23 
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Plan Before You Expand Oct: 74 
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Building A Dream Store Nov: 18 


@ ECONOMICS 
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Jan: 36 
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Inflation And The New Wage Patterns Feb: 
72 

Tarnish On The Brass Apr: 28 

Discount Failures Dip 20% In 1969 May: 27 
Shoeman Predicts Rebound Of U.S. Foot- 
wear Industry May: 30 

Import Debate Heats Up June: 26 

Don't Get Caught Short June: 64 

New Pressures For Free Trade July: 16 
Retailers View Second-Half '70: What's Hap- 
pening To Shoe Business? Aug: 78 

Taxes To Rise, But Where? Sept: 18 


Independent Businessmen Oppose Import 
Quotas Oct: 28 

The Mills Bill To Be A Winner? Oct: 32 
Stormy Seas Ahead For Italian Footwear 
Oct: 44 

The Two Parts Of Footwear Oct: 63 
Checklist Of Today's Trends Oct: 71 

Bible Lends A Hand Nov: 12 

Year-End Family Tax Tips Nov: 37 


@ EDITORIAL INDEX 
B&SR 1969 Editorial Index Jan: 23 


@ EMPLOYEES 

Management Policy Errors Cause Many 
Strikes Jan: 15 
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Jan: 36 

Start With The Right Salesmen Jan: 46 
Conduct Productive Interviews Jan: 51 

Be Careful When You Criticize Feb: 68 
Salesmen Expect More Than A Good Salary 
Feb: 70 

Never Stop Training Your Salesmen Mar: 27 
Combat Absenteeism With Perfect Attend- 
ance Awards Mar: 31 

How Effective Are Sales Incentives? Mar: 65 
Goldman's: A Tight Ship In A Tight Market 
Mar: 76 

Get The Most From Fringe Benefits Mar: 79 
How To Compliment Your Employees Mar 
80 

“Go Salesmen Go" Relates Basketball To 
Selling Apr: 15 

Who Will Fill The Shoeman’s Shoes? Apr: 15 
As The Shoe Buyer Sees It Apr: 47 
Your Salesmen Have Good Ideas 
By Using Them Apr: 48 

Play ‘7 Questions" For Extra Fashion Thrust 
Apr: 54 

Why Multi-Plant Companies Are Pushovers 
For Unions Apr: 58 

New Styles A Hazard For Job Applicants 
May: 27 

Shoemen Have Trouble Finding Competent 
Help May: 27 

Keep Measuring Your Salesmen’'s Perform- 
ance May: 56 

Rent Extra Hands For Extra Help May: 62 
Job Requirements Thwart Applicants June 
23 

Don't Let Your Salesmen Lose Their En 
thusiasm June: 32 

How To Sell Like A Pro June: 41 

Earn High Ratings From Customers June: 42 
Don't Be Driven To Ruin June: 44 

Most Store Accidents Occur At Door Area 
July: 25 

Employees Steal Because “it's So Easy” 
July: 28 

Use Incentive Contests To Increase Sales 
July: 36 

Survey Shows Women's Position In Business 
Aug: 15 

Personal Problems Cause Most Employee 
Absenteeism Aug: 22 

How Retailers Can Help Check Pollution 
Aug: 23 

Make Selling Attractive Aug: 42 

Answering Staff Questions Aug: 84 

Be Prepared To Hire Aug: 84 

Successful Sales Meetings Can Boost Sales 
And Profits Sept: 30 

Dr. Stock Control: Or, How | Learned To 
Stop Worrying And Love The Computer 
Sept: 44 

Take Care Of New Employees Sept: 67 


Profit 








Survey Shows Employee Turnover On The 
Rise Oct: 27 

Employees Should Be Bonded Oct: 72 

Plan Before You Expand Oct: 74 


m@ EXPANSION 
Plan Before You Expand Oct: 74 


@ FITTING 
Analyze The Worn Out Shoe Feb: 67 
Tips On Fitting Western Boots July: 47 


@ FOOT PROBLEMS 
New Socks Offer Renewed Hope To Handi- 
capped Mar: 34 


m@ FOOTWEAR INDUSTRY PROFILE 


Shoeman Predicts Rebound Of U.S. Foot- 
wear Industry May: 30 

The Military As Merchandiser: Does The PX 
Steal Footwear Business? June: 28 

Why Retailers Should Stay Close To Home 
Aug: 24 

Better Wed Than Dead Aug: 36 


m@ FOOTWEAR PRODUCTION 

Production of DMS Combat Boots For The 
Army And Marine Corps (Chart) Jan: 44 
Thermoplastic Upper Reinforcing Jan: 59 
Sliplasting Process: A Sleeper? Feb: 55 

The Truly American Moccasin Mar: 68 
Revolution In The Stitching Room Mar: 74 
The Stitchdown: A Basic Process June: 53 
The New Golf Spikes July: 60 

The Tricky Business Of Supply Aug: 74 

A Tall Texan Makes Boots By Hand Sept: 40 
A New Counter For Canvas Sept: 61 
Polyurethane Injection: A Better Way To 
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The Hungry Shoe Machine Oct: 69 

The Greatest Shoe Machine Nov: 35 
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Start With The Right Salesmen Jan: 46 
Conduct Productive Interviews Jan: 51 

New Styles A Hazard For Job Applicants 
May: 27 

Shoemen Have Trouble Finding Competent 
Help May: 27 

Rent Extra Hands For Extra Help May: 62 
Job Requirements Thwart Applicants June: 
23 


@ HOSIERY 
Hosiery, Fashion Facts And Projections Mar: 
0 


gw IMPORTS 

Imports And Protectionism Jan: 22 

Glancing Behind And Looking Ahead Jan: 68 
Stop Crying And Start Marketing Feb: 69 

A Shoe Plant Grows In Haverhill Apr: 49 
Retailers Buy Imports For Quality, Style, 
Price June: 24 

Import Debate Heats Up June: 26 

Milk, Honey & Footwear: Shoemaking In Is- 
rael June: 54 

New Pressures For Free Trade July: 16 

Why Retailers Should Stay Close To Home 
Aug: 24 

Early Warning Signals Sept: 74 

Independent Businessmen Oppose Import 
Quotas Oct: 28 

The Mills Bill To Be A Winner? Oct: 32 
Stormy Seas Ahead For Italian Footwear 
Oct: 44 

The Two Parts Of Footwear Oct: 63 


@ INVENTORY 

Don't Get Caught Short June: 64 

Dr. Stock Control: Or, How | Learned To 
Stop Worrying And Love The Computer 
Sept: 44 


@ LABOR RELATIONS 

Management Policy Errors Cause Many 
Strikes Jan: 15 

Why Multi-Plant Companies Are Pushovers 
For Unions Apr: 58 


@ LASTS 
The Shape Of Lasts To Come Aug: 76 


@ LEATHER 

After The Blahs.. . Feb: 49 

A Spring '71 Leather Guide June: 51 

Listen To The Leather People July: 52 

The Look & Feel Of Leather '71 July: 55 
Leather Ambassador To The Shoe Industry 
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@ MACHINERY 

Thermoplastic Upper Reinforcing Jan: 59 
Sliplasting Process: A Sleeper? Feb: 55 
The Truly American Moccasin Mar: 68 
Revolution In The Stitching Room Mar: 74 
The Greatest Shoe Machine Nov: 35 


m@ MANAGEMENT 

Management Policy Errors Cause Many 
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Jan: 36 

Start With The Right Salesmen Jan: 46 
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Be Careful When You Criticize Feb: 68 
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Get The Most From Fringe Benefits Mar: 79 
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May: 35 
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Job Requirements Thwart Applicants June: 
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bination Aug: 20 
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Wedding Bells Chiming More Often Aug: 22 
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Build A Faithful Following Sept: 65 
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Play ‘7 Questions" For Extra Fashion Thrust 
Apr: 54 

Open Up Your Open-To-Buy Apr: 70 
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Requiem For A Quitter Mar: 42 

His Designs Fit In With The Times Apr: 57 
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Salesmen Expect More Than A Good Salary 
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July: 25 


@ SANDALS 
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Foot Loose & Fancy Free Nov: 24 

Open & Closed Case For Sandals Nov: 26 
The Sandals Are Coming Nov: 31 
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Cashier Is Key To Stopping Cash Theft Feb 
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Denver Starts ‘‘“Get Tough” Policy On Shop- 
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How Secure Is Your Security? June: 43 
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Mountain States Snowstorms Make Boot 
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How To Stop Sales Stalls Jan: 49 

Learn To Seize Sales Opportunities Feb: 65 
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The Truth About Shoe Shows Oct: 34 
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Slippers In The Mood Of The '70s June: 34 
The Good Ole Soft Shoe June: 36 

Tight Money Sleepers June: 38 


@ SPEAKING OUT 

Stop Crying And Start Marketing Feb: 69 
New Socks Offer Renewed Hope To Handi- 
capped Mar: 34 

This Industry Needs A Think Tank! May: 69 
Why Retailers Should Stay Close To Home 
Aug: 24 

The Two Parts Of Footwear Oct: 63 


m@ STOCK CONTROL 

Dr. Stock Control: Or, How | Learned To 
Stop Worrying And Love The Computer 
Sept: 44 


@ STORMWEAR 


“Neither Rain Nor Snow .. ."’ Feb: 44 
Boot Fashions Vs. The Elements Feb: 46 


@ STYLING 
Stop Crying And Start Marketing Feb: 69 


@ SHOE CHAINS 
Building A Dream Store Nov: 18 


@ SHOE CONSTRUCTION 

Thermoplastic Upper Reinforcing Jan: 59 
Sliplasting Process: A Sleeper? Feb: 55 
The Truly American Moccasin Mar: 68 
Revolution In The Stitching Room Mar: 74 
Why Is A Shoe True To The Last? May: 67 
The Stitchdown: A Basic Process June: 53 
The New Golf Spikes July: 60 

Podiatrist Designs New Sneaker Aug: 16 
The Shape Of Lasts To Come Aug: 76 

A New Counter For Canvas Sept: 61 
Polyurethane Injection: A Better Way To 
Bottom? Sept: 62 

The Hungry Shoe Machine Oct: 69 

The Greatest Shoe Machine Nov: 35 


@ SHOE SCHOOL 

How To Stop Sales Stalls Jan: 49 

Match Message With Medium Jan; 50 
Conduct Productive Interviews Jan: 51 
Sleep On Your Direct Mail Piece Jan: 52 
Learn To Seize Sales Opportunities Feb: 65 
Add A Partner For Profit Feb: 66 

Analyze The Worn Out Shoe Feb: 67 

Be Careful When You Criticize Feb: 68 

Get The Most From Fringe Benefits Mar: 79 
How To Cope With The Inventor Mar: 79 








How To Compliment Your Employees Mar: 
80 


Keep Waiting Customers Happy Mar: 80 
Push Slow Moving Merchandise Mar: 80 
Building A Mailing List Apr: 51 

How To Lick A Weighty Problem Apr: 52 
Play “7 Questions’ For Extra Fashion Thrust 
Apr: 54 

Are You Too Civic Minded? May: 61 

Rent Extra Hands For Extra Help May: 62 
Learn To Evaluate The Customer May: 64 
How To Sell Like A Pro June: 41 

Earn High Ratings From Customers June: 42 
How Secure Is Your Security? June: 43 
Don't Be Driven To Ruin June: 44 

Tips On Fitting Western Boots July: 47 
How To Make Customers Pay Up July: 48 
Create A Comfortable Atmosphere July: 50 
9 Steps To Thwart Heart Attacks Aug: 83 
To Sell Shoes, Sell Quality Aug: 83 
Answering Staff Questions Aug: 84 

Be Prepared To Hire Aug: 84 

Do You Know Your Territory? Aug: 84 
Build A Faithful Following Sept: 65 

Know Thy Foot Sept: 66 

Make Your Displays Sell Sept: 66 

Take Care Of New Employees Sept: 67 
Checklist For Advertising Sept: 68 
Checklist Of Today's Trends Oct: 71 
Employees Should Be Bonded Oct: 72 
Plan Your Cash Reserve Oct: 73 

Plan Before You Expand Oct: 74 
Year-End Family Tax Tips Nov: 37 
Finding Your Business Mate Nov: 38 


@ SUPPLIERS 


The Tricky Business Of Supply Aug: 74 
The Hungry Shoe Machine Oct: 69 


@ TAXES 
How Do Shoemen See Business In 1970? 


Jan: 36 
Taxes To Rise, But Where? Sept: 18 


Bible Lends A Hand Nov: 12 
Year-End Family Tax Tips Nov: 37 


@ TRAINING 

How To Stop Sales Stalls Jan: 49 

Learn To Seize Sales Opportunities Feb: 65 
Analyze The Worn Out Shoe Feb: 67 

Never Stop Training Your Salesmen Mar: 27 
Who Will Fill The Shoeman’s Shoes? Apr: 15 
Earn High Ratings From Customers June: 42 
Answering Staff Questions Aug: 84 

Know Thy Foot Sept: 66 

Take Care Of New Employees Sept: 67 


m@ UNIONS 
Why Multi-Plant Companies Are Pushovers 
For Unions Apr: 58 


m WAGES 

How Do Shoemen See Business In 1970? 
Jan: 36 

Salesmen Expect More Than A Good Salary 
Feb: 70 

Inflation And The New Wage Patterns Feb: 
72 

How Effective Are Sales Incentives? Mar: 65 

Get The Most From Fringe Benefits Mar: 79 


w@ WILDLIFE PROTECTION 

Shoe Bonfire Protests Alligator Poaching 
Feb: 60 

Take A Bow, Alan Gordon .. . Feb: 84 

Hickel Holds Hope For Endangered Species 
Act June: 24 

N.Y. Wildlife Law Ruled Unconstitutional Oct: 
27 


@ WOMEN’S FASHION 

Battle Of The Heels Being Waged In Denver 
Jan: 15 

Customer Preference Divided Into Age 
Groups Jan: 15 


Onigmal 


* 
ee. 


/1 


es 


Hello. Sports 1970 Jan: 30 
On To The Next Act Jan: 53 
Barbara Levy's European Fashion Diary Feb 


Ah, Sweet Mystery Of Boots Feb: 40 

After The Blahs.. . Feb: 49 

A Fresh View Of Consumerism & Fashion 
Shoes Mar: 37 

Make No Mistake About It. . 
Get-it-Together Mar: 46 
Boots For All Ages Mar: 50 
Easy Striders Apr: 36 

So Why Fight It? Apr: 43 
Party Line Fall "70 May: 44 
A Field Of Work And Challenge May: 51 
Women Take Aim At Current Fashion June: 
23 

Slippers In The Mood Of The '70s June: 34 
Who's Confused? June: 49 

Women In White July: 38 

Fashion's International Nature July: 51 

Use Fall Fashion Shows To Stir Buying Inter- 
est Aug: 16 

Better Wed Than Dead Aug: 36 

The Young Midi. . . Aug: 44 

The Midi Dress-Up Aug: 46 

The Midi Sports... Aug: 48 

Fashion Togetherness In 1970 Aug: 69 

Sit Goornisht Helfin! Aug: 100 

Midi Causes Fall Shoe Fashion Confusion 
Sept: 26 

Fashion Projection Rooms Stimulate Sales 
Sept: 28 

Create Excitement With Canvas Sept: 48 
How To Succeed In The '70s Sept: 55 

Early Warning Signals Sept: 74 

Macy's Ad Aimed At Winning Over Men Oct: 
28 

W-X-Y-Z Of It Oct: 48 

The Un-Fashionables Oct: 57 

The Two Parts Of Footwear Oct: 63 

Sandal Savvy Nov: 22 

The Pretty Shoe Returneth Nov: 29 


Mar: 44 
































NoSox by Taylor of Maine 


NoSox takes the casual look very, very seriously. 
We make shoes for a generation which dresses down as carefully as its 
parents used to dress up. 
Footwear to be worn with or without socks. Lightweight. Flexible. 
Comfortable. Offering a new kind of go-with-everything freedom. 
And priced to retail about $20. 
The right fashions for the right market. Which adds up to something 
that never goes out of fashion: profit. 


NOSOX 


TAYLOR or MAINE 














E. E. TAYLOR CORPORATION 
Freeport, Maine 04032 


Manufacturers of Cole-Haan, British Walkers, and Taylor-Made 











January 1971 





